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IdEas From Leading Experts

Trend Watch
Look to government agency debt for
high interest yields. The days of high
interest rate CDs and money market
funds are gone, but your clients can still
find high yields without a lot of risk in
government agency debt. Certain federal
and state government agencies issue
bonds guaranteeing the principal and
interest payments for local low- and
middle-income housing projects, sea
going vessels and arm sales to foreign
countries. These bonds come with AAA
ratings because the payments are timely
and interest is either explicitly or implic
itly guaranteed by the U.S. government.
These bonds earn higher yields than
other government debt. An investor can
purchase U.S. Government Guaranteed
Ship Financing bonds to finance the
building of a boat for the Merchant
Marine fleet. The principal and interest
are guaranteed by Title XI of the Mer
chant Marine Act of 1936. These bonds
have six different maturities, all of which
yield between 75 and 100 basis points
above comparable Treasuries. Financial
World, November 12,1991, pp. 12-13.

Do women have to think like a man
to be financially successful? Louis
Rukeyser of PBS-TV’s Wall Street Week
says no. He has found that women who
take up investing seriously tend to out
perform men because women understand
what money is. Women can capitalize on
their strengths in making investment deci
sions. For example, women tend to be risk
avoiders. Inexperienced women investors
often confuse risk with the unknown.
However, risk is understanding the odds.
Continued on Page 2
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Financial Planning

Investment Policy
Statements: A Solution
to the CPA’s Investment
Advice Dilemma
By Larry Fowler
Larry Fowler, CPA/APFS, a sole practi
tionerfrom Bellevue, WA, explains how an
investment policy statement can solve the
CPA’s investment advice dilemma.

Most clients want investment advice
from their CPAs. CPAs, however, generally
do not provide this service. The solution to
this dilemma: Help the client write an
investment policy statement that incorpo
rates the client’s guidelines for making
investment decisions and sets the goals for
the client’s portfolio. It also provides guide
lines for the client’s investment adviser
to follow to achieve those goals. After using
the statement, the client will realize how
valuable it is.
What does an investment policy
statement do?
First, an investment policy statement
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Restrictions on the Unauthorized Practice of Law
Recently there has been an increase of
proposed rules and advisory opinions pro
mulgated by state bar associations regarding
restrictions on the unauthorized practice of
law. It is widely recognized that an overlap
of the accounting and legal profession
exists. The areas of tax practice, estate
planning and pension planning are so inter
related that it is difficult to distinguish
professional jurisdictions. For more than 40
years, the American Bar Association (ABA)
and the AICPA have worked together
AICPA/PFP Division

through the National Conference of
Lawyers and Certified Public Accountants
to promote understanding between the
professions and their clients.
The increased activity by state bar asso
ciations in the area of unauthorized practice
of law threatens the ability of CPAs to prac
tice in traditional and customary areas of
public accounting.
For example, in South Carolina, the
Continued on Page 5

PLANNER

TrendWatch
Continuedfrom Page 1

Once they understand the odds, then they
can decide whether to invest or not. There
are four investment strategies that incor
porate the ways women think and invest
in money. They are: (1) Know when to
play it safe; (2) Be patient; (3) Invest
with your heart; and (4) Shop around.
With these strategies CPAs can help their
female clients in making investment
decisions. Working Women, January,
1992, pp. 57-59.

Don’t think of charitable remainder
trusts (CRTs) just for charitable giv
ing. CRTs can be designed to achieve
other financial goals. Generally, CRTs
are used by wealthy people as a vehicle
for providing income to noncharitable
beneficiaries for a defined time period
and using the remainder as a tax
deductible contribution to a qualified
charity. However, CRTs can also be used
as a vehicle for retirement planning, edu
cation funding and diversification of a
low basis portfolio. For example, a high
income individual whose retirement
needs cannot be met through his
employer-sponsored qualified pension or
profit-sharing plan can use a CRT to
achieve his required retirement income.
During his working years, the individual
makes contributions to the CRT which
will qualify for an income tax charitable
deduction. When the individual retires,
the trust will pay out a fixed percentage
of the trust’s asset value. This technique
is useful when a qualified plan is either
undersirable or not an alternative. Also,
it can be an attractive alternative to a
nonqualified retirement plan. Trusts &
Estates, December, 1991, pp. 45-50. ♦

One on One with Jonathan D. Pond, CPA,
a Leading Expert in Financial Planning
Jonathan D. Pond, CPA, is the president of
Financial Planning Information, Inc. of
Watertown, MA, and the author of several
PFP books and video programs. He also is
well known speaker and radio and tele
vision commentator.
Jeffrey H. Rattiner, AICPA PFP Techni
cal Manager, questioned Pond on how
investment planning can he a profitable
aspect offinancial planning.
Rattiner: What can CPAs bring to
investment planning that other financial
advisers cannot?
Pond: CPAs can bring a lot to investment
planning. They have a greater concern for
their clients’ needs. They put their clients’
interest first. CPAs are dedicated, well
informed, and intellectually curious.

R: Where do you feel the economy is
headed?
P: I feel that there is a greater likelihood of
a major downturn in the market before a
major upturn. Right now, the market is
overpriced. There is no justification for the
market trading at a PE multiple of around
20. We are hardly looking at a bright eco
nomic scenario in the near future. The
reports coming out of the White House have
no merit. I do not know how true they are.
We will have a very sluggish recovery
within the next 18-24 months. We will not
see a repeat of the mid-80s. I am confused as
to why the stock market acted so vigorously
to all this bad news.
R: What is an appropriate investment
strategy for young professionals? Baby
boomers? Empty nesters?
P: All three groups have long-term invest
ment horizons. Their investment strategies
are not markedly different. I would recom
mend an investment portfolio containing
60% of stock for young professionals, 50%

for baby boomers, and 40% for retirees.
With stock prices the way they are,
I would enter the market gradually. I would
suggest that a client enter the market over an
18-month period using dollar cost averaging.
For example, if a young professional client
recently inherited $100,000, he or she
should invest $10,000 every quarter over the
next six quarters (18 months). The remain
ing funds, after each quarterly stock
investment, should be invested in liquid
investments like CDs or short or intermedi
ate bond funds with staggered maturities.
For retirees, I would recommend investing
in high yielding stocks such as utilities and
good dividend paying stocks. Retirees need
stocks in their portfolios to keep pace with
inflation through capital appreciation.
For baby boomers, I would recommend
small-cap and growth stocks.
R: Do you think the stock market will
crash again?
P: There could be a correction in the mar
ket either by a downward drifting or with
stocks staying within trading range. This
translates into a classic stockpickers market.
I think any correction will occur slowly. It
will take about 500 points to bring the P/E
down from 20 to 14, which is the level we
ought to be at.

R: How do you explain the market
going over 3000?
P: I cannot explain it. The market rises
normally in anticipation of the end of a
recession. The problem is this market rose
even before we knew we were in a reces
sion. If you invested in the stock market
eight months ago, and the market dropped
500 points, you would not be doing badly.
You should keep stocks for the long term.
As of December, 1990, the balanced mutual
funds outperformed every other major
bond and stock mutual fund category over
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the previous one-year, three-year, five-year
and ten-year period. This segment repre
sents $9 billion of a $600 billion market.
I do not know if that means you should
run out and get balanced funds. They
achieve this result because they balance
from time to time.
R: Do you think CPAs should give

investment advice?
P: I think CPAs need to realize that invest

ing is usually the focal point of the financial
planning process. This is especially true
for affluent clients. There are three types
of investment services:

■ Giving only referrals to those who give
investment advice. In my opinion, this
is shortchanging and disappointing
the client.
■ Giving refined asset allocation advice.
For example, allocate so much of your
assets in international stocks, precious
metals, and GNMAs. This is a judg
mental process, but CPAs can do it.
■ Giving specific investment advice. If
CPAs pursue this route, then they will
need to register as investment advisers.

CPAs should be most comfortable with the
second level. It should be their objective.
CPAs do not need to name specific fund
names. When discussing investments with
their clients, the discussion should go some
thing like this: “I think you should invest in
growth and income funds,” or “You need to
be in international stocks and utility stocks,”
or “Here is a good money manager,” or
“Here is a good stock fund.” This type of
service is important.
CPAs must be able to monitor what the
investment manager is doing. I feel that
affluent clients expect this type of service
from their CPAs. I am earning almost as
much in the monitoring process as I am in
the initial planning stage. Monitoring can be
a profitable service for the CPA. From the
investment side, this service is worth .6% of
the value of the portfolio per year to the
CPA. The CPA needs to be knowledgeable
about investments if he or she evaluates the
client’s investment portfolio or investment
decisions. To earn .6% on a $ 1 million port

folio for 15 minutes of work by reviewing
clients’ monthly investment statements is a
nice recurring annuity. The CPA must
remember, however, that it is the investment
manager's job actually to pick the stock.
R: What opportunities do you feel a

unified Europe will provide?
P: Very few. Europe 1992 may not happen;
therefore, I would not focus on it. Intractable
problems, such as tax withholdings on
which the countries can not agree and funda
mental differences on big money issues,
make investing in Europe risky. I would not
bet on Europe 1992, but I do not want to be
out of it either. Nobody knows about Europe
1992, except global fund managers.
R: Since you feel a unified Europe in
1992 will provide few investment oppor
tunities, would you still recommend
international investments?
P: Yes, for diversification. In order to
have a properly diversified portfolio, the
clients should have 5-10% of their wealth
in international funds. There are great
opportunities in international investing.
Clients should play the world market
broadly. Clients can invest in ADRs, but the
basic way is investing in either targeted
funds (specific country, Europe, etc.) or
broad-based funds. I highly recommend
using international fund managers to make
investment selections. Clients pay them for
their expertise. For a $ 10,000 investment,
$60-80 a year for a fund manager’s exper
tise is minimal. There are plenty of good
broad-based funds out there.

R: Is the “wrap fee” set-up for invest

ment management economically sound?
P: No, not at 3%. I recommend 2%. There

is legislation pending to allow mutual funds
to charge a flat fee that will include all trans
action costs. The problem is commission
fees. You do not see these fees because it is
a basis adjustment. Three percent is a cheap
price to pay when you are earning 20% a
year. That does not happen anymore. If the
client is earning single digit returns, then 3%
becomes expensive.
R: Do you think that this is a good time

to invest in depressed markets, such as
real estate?

AICPA/PFP Division

P: I definitely would not invest in real
estate. The United States is in the midst of a
real estate depression in the investment and
commercial market. The best prospects are
apartments because of the disintegration of
the family unit. This is resulting in a greater
number of households. However, first time
home buyers have a marvelous opportunity.
The real estate market is restricted only to
experienced investors; even they are staying
on the sidelines now and not investing.

R: What is your opinion on fee-only ver
sus commission planning?
P: Commission based-planning carries an
inherent conflict of interest. It does not nec
essarily mean that clients’ best interests will
not be served, but there is always that risk. If
clients want to be assured of objective
advice, they should go to a fee-based
planner. Both types of compensation play an
important role in the financial planning
industry. A growth opportunity does exist
for fee-based planners because clients want
totally objective advice. CPAs can survive
on a fee-only basis. CPAs should not take
commissions.
R: What advice would you offer to

CPAs providing investment planning?
P: If a CPA is providing investment plan
ning, he or she needs to stay current about
investments. There are various periodicals,
such as Barrons, The Wall Street Journal,
Money Magazine and Kiplinger’s Personal
Finance, that can help CPAs be informed.
CPAs need to advise their clients on the
importance of a balanced approach to
investing. Unfortunately, clients have a
tendency to invest in the extremes, for
example, having a very large percentage of
the portfolio investments in consumer
cyclical stocks or long-term Treasury bonds.
CPAs also need to advise clients not to
change constantly their portfolio structure
because of market fluctuations. This strat
egy will generally produce poor results.
Maintaining a permanent portfolio structure
or a steady course over the “long run” is
cheaper and will produce superior returns. If
CPAs can convince their clients to follow
these guidelines, CPAs will reap both praise
and fees from their clients. ♦
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Investment Policy Statements: A Solution to the CPA’s Investment Advice Dilemma
Continuedfrom Page 1

they might not achieve their goals.

can help clarify your clients’ investment
goals and choices for themselves and their
investment advisers. Second, the statement
can help your clients understand their
investment constraints. It can help your
clients understand why they made a decision
which should be consistent with the invest
ment statement policy. Third, the statement
can help your clients communicate their
expectations of their investment portfolios
to their investment advisers. Fourth, your
clients can use the statement as a standard to
measure the performance of their invest
ment portfolios and their investment
advisers. This way your clients will know
who is responsible for the success of each
portfolio. Finally, the statement can help
your clients to stay on course. The statement
is like a road map. If your clients deviate
from their investment statement policies,

How do you prepare an investment
policy statement?
First, your clients must realize that
writing an investment policy statement is
very personal — it reflects things such as
their goals, investment experiences, time
horizons, risk tolerance and available funds.
Your clients must assume full responsibility
for the contents of the statement. Second,
your clients should write their statements
when the stock market is calm so they will
not be unduly influenced by extreme
market conditions. Third, your clients
should answer the questions honestly. Last,
your clients should be assured that you will
be there to help them develop their invest
ment policy statements. Consider writing
your own investment policy statement so
you can anticipate the difficulties your
clients will face.

Ask the RIGHT

a. The purpose of the investment fund. If
the client has more than one purpose,
then he or she may wish to have segre
gated investment funds with separate
investment policies.
b. The investment goals and time horizon.
How much money does the client need to
have and when will he or she need it?

c. The target annual total return.
d. The risk parameters.

After the client has drafted the invest
ment policy statement, you should review it
to ensure that the statement contains the ele
ments discussed in the previous paragraph.
Continued on Page 5

Questions

Investment Policy
Statement Questionnaire
The following questions will help a client
develop an investment policy statement.
1. Write a brief history of investment expe
rience and identify biases that have
influenced past investment decisions.

b. When will you need to get to your
funds?

h. How long do you have to accomplish
your goals?

c. What kind of adversity would you
face if your investments are unsuc
cessful.

i. How much liquidity will you need
and when?

d. How would you respond to that
adversity?

2. Define success and identify obstacles
that have impeded your attainment
of success.

e. What would you do if your invest
ments lost value for a short period
of time?

f. How much money are you starting
out with?
3. Consider the following:

a. What will you use your capital to do?

4

After answering the investment state
ment policy questionnaire (see sidebar), the
client should be able to write an investment
policy statement addressing the following:

g. How much money can you add and
when?

AICPA/PFP Division

j. How much money do you need to
meet your goals?

4. Decide how much risk you are willing to
assume and how much annual total
return you must average in order to
achieve your goals. In other words, how
much are you are willing to lose in any
one year to achieve a positive total
return that will allow you to accomplish
your goals?
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Medicaid Spend Down: A Long-Term Health Care Planning Alternative
By Kenneth O. Doyle
Kenneth O. Doyle, PhD, financial psy
chologist on the faculty of the University
of Minnesota, describes a useful health care
planning tool— Medicaid spend down.
The Medicaid spend down is a powerful
technique for protecting a family’s assets
from the potentially devastating costs of
long-term health care, especially nursing
home care. The technique consists of trans
ferring ownership of all assets in excess of
Medicaid limits from the person who needs
nursing home care to persons other than the
spouse, usually the adult children. Then
Medicaid takes over the responsibility for all
of the nursing home expenses. Thus, the
assets stay in the family and the health care
costs are taken over by the government.
Medicaid benefits cover virtually all
long-term health care costs with the excep
tion of luxuries, such as color TV and
private rooms and some diagnostic proce
dures and treatments that Medicaid may

Restrictions on the
Unauthorized Practice of Law
Continuedfrom Page 1

redefinition of law to include all tax work
except the actual preparation of tax returns
was proposed. A brief has been filed before
the Supreme Court of South Carolina
on behalf of the profession. A decision is
pending.
Meanwhile, Florida State Bar Associa
tion proposed a rule to ban nonlawyer

“Recently there
has been an
increase of proposed
rules ... regarding
restrictions on
the unauthorized
practice of law.”
preparation of living trusts. A stipulation
agreement between the state bar association,

consider unnecessary. Medicaid patients
must, by law, receive the same care as pri
vate-pay or insurance-pay patients. In
addition, the nursing home must be a Med
icaid approved facility, which may limit the
choices of home in some localities.
Because Medicaid, albeit a federal pro
gram, is administered on the state and
county level, eligibility decisions are made
by local Medicaid personnel. Thus, although
Medicaid principles are constant throughout
the country, actual eligibility decisions are
subject to variation across states, across
counties within a state, and among Medicaid
workers within a county.
Many Medicaid attorneys and staff
workers are very knowledgeable about rules
and regulations; some are not. Many states
and counties are generous in their interpre
tations of the rules and regulations; some are
stringent.
Consequently, practitioners need to be
aware of both federal and state rules and
regulations and of the posture of the Medi
caid personnel in their states.

the AICPA, the Florida Institute of CPAs
and several larger accounting firms has
been filed before the Supreme Court of
Florida. An opinion is expected based on
the stipulation.
The AICPA has been working with CPA
state societies to oppose rules that threaten
CPAs’ ability to practice in certain areas of
public accounting. CPA state societies are
being urged to monitor this issue and to
determine if the bar associations in their
respective states are considering any new
proposals dealing with the unauthorized
practice of law.
If you become aware of any proposals
by your state bar association that will
restrict CPAs from practicing in certain
areas of public accounting, contact your
state society executive director. Or contact
John Sharbaugh, AICPA Vice President
of State Legislation, or Don Skadden,
AICPA Vice President of the Federal
Tax Division at (202) 737-6600 at the
Washington, D.C. office. ♦
AICPA/PFP Division

Medicaid Limits and Exemptions
Medicaid eligibility is based on asset and
income ceilings. If people’s assets and
incomes exceed these ceilings, they will lose
their Medicaid eligibility. However, there
are important exemptions that permit people
to spend down without appreciably chang
ing their lifestyles.
The general Medicaid asset ceiling is
$2,000. However, this amount may vary
from state to state. The following assets are
exempt from inclusion:
■ Household goods and furniture used in
the home
■ Personal automobiles
■ Personal jewelry acquired more than 30
months before applying for Medicaid
■ Machinery, livestock, business inventory
needed to earn a living
■ One burial lot, an inscribed grave marker
and other burial expense items.
Continued on Page 6

Investment Policy
Statements
Continued from Page 4

In some cases, you may need to ask addi
tional questions to help your client clarify
his or her responses.

Conclusion
An investment policy statement allows
you to help your clients achieve their invest
ment goals without giving investment
advice. After you help your clients draft
their own investment policy statements, you
can determine whether your client-selected
investments are consistent with their policy
statements. You also can determine your
clients’ funding needs for their investment
plans and motivate them to follow through
with their investment plans. Meanwhile,
your clients will feel more in control of their
investment plans and will have more confi
dence in their investment decisions as
a result of drafting their own investment
policy statements. ♦
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Medicaid Spend Down: A Long-Term Health Care Planning Alternative
Continued from Page 5

Any non-exempt value above the ceiling
will delay eligibility.
There are asset limits on a spouse’s prop
erty, too. Medicaid divides a couple’s assets
in half. If the non-institutionalized spouse’s
half of the couple’s assets amounts to less
than the state-set minimum allowance, the
shortfall will be taken from the institutional
ized spouse. The minimum allowance in
most states is $ 13,296, but some states have
minimums that go as high as the allowable
maximum, $66,480. If the non-institutional
ized spouse’s share is more than $66,480, the
excess will need to be spent down or it will
delay Medicaid eligibility for the institution
alized spouse. These upper and lower limits
are adjusted for inflation every year.
The general Medicaid income ceiling for
an institutionalized person is that (except for

about $50 a month offun money) there can
be no income from any source that exceeds
medical expenses. Some states specify dollar
limits on monthly income even if medical
expenses exceed those limits.
There is a two-part rule covering spouse's
income. The first part of the rule sets income
limitations that could affect Medicaid eligi
bility. If both spouses are living together,
their combined income cannot exceed state
specified limits. The limits vary from state to
state. For example, New York has no income
cap, but Florida’s income cap is $ 1,221.
The second part of the rule is designed
to keep a non-institutionalized spouse sol
vent while an institutionalized spouse is in
the nursing home. Once one spouse is insti
tutionalized, the other spouse’s income does
not affect the Medicaid eligibility for the

“I wonder if you have enough life-savings
to spend two or three days in the hospital?”
From the Wall Street Journal. Permission, Cartoon Features Syndicate.
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institutionalized spouse. In fact, income
can be shifted from the institutionalized
spouse to the other spouse if his or her
income is insufficient.

“Because Medicaid,
albeit a federal program,
is administered on the
state and county level,
eligibility decisions are
made by local Medicaid
personnel... Although
Medicaid principles are
constant through the
country, actual eligibility
decisions are subject
to variation.."
How to Spend Down
Central to the spend down procedure is
the Medicaid 30-month rule that stipulates
that any divestiture of assets must take place
at least 30 months before a person begins to
collect Medicaid benefits, otherwise Medi
caid eligibility will be delayed. People who
have nothing to spend down, nothing in
excess of the Medicaid limits, can begin to
collect Medicaid immediately. People who
spend down more than $60,000 will have
their eligibility delayed 30 months — but no
longer, no matter how much they spend
down. People who spend down up to
$60,000 will have their eligibility delay pro
rated between zero and 30 months.
Beyond this, the spend down techniques
vary with the kind of asset:
Personal Property and Cars. The most
troublesome personal properties are bigticket items like jewelry, furs, recreational
vehicles and collectibles because Medicaid
administrators could argue that they are
luxuries not necessary to maintain the
claimant. For these items, the best technique
is to give them to the next generation and
keep a written record of the gift.
Homestead. Almost without exception,
an older couple’s biggest worry is that they

PLANNER
will lose their house. However, it is exceed
ingly rare for someone to have to sell his or
her home to pay for long-term health care
expenses. But, Medicaid can — and will —
place a lien on the house in order to recoup
any benefits Medicaid pays on a home
owner’s behalf. So the use of the house
will not be interrupted yet the payment for
medical care will be deducted from the sales
proceeds of the house.
The technique most people immediately
think of is giving their home as a gift to their
children. This is undesirable for many rea
sons: (1) vulnerability to loss of right to
occupy if there is a falling out with the chil
dren, (2) loss of homestead property tax
benefit, (3) vulnerability to children’s cred
itors, (4) possible gift tax consequences and
so forth. It is better, if state law permits, to
transfer the property to the children as a gift
but retain a life estate. A disadvantage is that
a remainder interest is not considered a pres
ent interest, so a gift of a remainder interest
does not qualify for the $10,000 annual
exclusion — but the unified credit may offset
any gift tax. A useful technique is to sell out
right that portion of the home which
maximizes the one-time $125,000 capital
gains exemption and make a gift of the rest,
retaining a life estate.

“The spend down
technique most people
immediately think of is
giving their home as
a gift to their children.
This is undesirable for
many reasons...
It is better, if state
law permits, to transfer
the property to the
children as a gift but
retain a life estate.”
The biggest stumbling block is that the
homestead is so laden with memories and
psychological meaning that it is very difficult
for many older people to consider transfer
ring it. The practitioner will need to explore

these issues with great sensitivity.
If the Medicaid applicant is single with no
dependent children at home, the protection
for the homestead is more limited. Some
states require a written statement of intent to
return home, some require medical certifica
tion that the applicant is likely to recover
enough to return home, some impose a time
limit, for instance, six months, on how long
the homestead will be protected while the
owner is in a nursing home.
Jointly Owned Property. Because
Medicaid treats any jointly owned asset to
be half owned by each spouse, without
regard to the history of the asset, it is neces
sary to unwind the joint tenancy and put the
property solely in either the name of the
spouse less likely to need nursing home care
or, better, in the name of the children or
other beneficiaries. The latter choice is pre
ferred when it is clear that the weaker
spouse will need nursing home care and the
property is likely to exceed the state’s
spousal asset limits.
Vacation Cabin and Other Non
Homestead Real Estate. Equity in any
non-homestead real estate counts against
Medicaid eligibility, unless the property is
not saleable. If the property is not saleable,
Medicaid can put a lien against the property
to recoup any benefits it pays.
The one exception is income-producing
real estate. Depending on the state, all or a
portion of the equity in income-producing
real estate is exempted, provided that the

annual net income from the property meets
the state mandated criteria. Most states have
equity exemptions for income-producing
real estate of $6,000, and an allowed return
on excluded equity of 6%.
The technique of choice is to refinance
the property and spend down the proceeds.
The principal stumbling block to this is that
older people often are unwilling to take on
debt, even mortgage debt. An alternative
technique is to give the property to qualify
for the 30-month rule, but this carries with it
many problems as previously discussed.
Life Insurance Cash Value. Cash value
in excess of state limits, $1,500 in many
states, is counted against Medicaid eligibil
ity for the owner of the policy. Some states
also set limits on face value, and some
set limits on a combination of cash value
and face value. The preferred techniques
for divesting excess cash value include:
(1) borrowing against the policy and spend
down the proceeds; (2) if little or no capital
gains tax would be due, terminating the
policy and spend down the proceeds; or
(3) converting the policy to extended term
coverage. But do not sell or trade the policy
itself because doing so could trigger a trans
ferfor value tax trap.
In the next issue of the Planner, Doyle
will discuss the remaining techniques, such
as pensions and qualified plans, family
farm or business, and inheritances or
expectancies. Also, the psychological
aspects of spend down will be addressed. ♦

Special Offer

Growing Old Should Not Cost Your Clients
Their Life Savings
Special 20% Savings on The Spend Down Solution: How to Deal with the Financial
and Emotional Costs of Long-term Health Care

If you are interested in reading in greater
detail about the financial and psychologi
cal sides of the Medicaid Spend Down
techniques, you can purchase The Spend
Down Solution: How to Deal with the
Financial and Emotional Costs of Long
term Health Care by our author Kenneth
Doyle, PhD, and Larry Houk, a lawyer
who specializes in estate and health care
planning. Planner readers can purchase

AICPA/PFP Division

this book for the special low price of
$12.95, including shipping and handling.
That is a 20% savings from the standard
price of $13.95, plus $2.50 shipping
and handling.
Send your check or money order to
Knightsbridge St. John, Publishers, Suite
218,1611 West County Road B, St. Paul,
MN 55113. Minnesota residents should
include 6/2% sales tax.
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$500 Prize Awarded to Stephen A. Batman, Winner of the
1991 Award in Excellence for Published Article
A panel of judges selected Stephen A.
Batman’s article “Understanding Alpha,
Beta and R2 in Mutual Fund Performance
Measurement” (February/March, 1991
issue of the Planner) as the 1991 Award
in Excellence for Published Article. Honor
able mention went to Wayne Mace
for writing “Low-Load Insurance: Seeing
Through the Insurance Industry’s Smoke
Screen” (June/July, 1991 issue of the
Planner).
Batman will be awarded a $500 cash
prize and a free registration to the 1992 PFP
Technical Conference in Orlando, FL.
The contest motivated many writers to
submit articles covering a variety of topics
such as insurance, investment, estate taxes
and the APFS designation. Each article was
judged on the following criteria:

Hot off the Press!

■ Did the author deliver the message that
he or she promised?

■ Was the article easily understood?
■ Did the article contain information that
would be useful to PFP practitioners?
The Planner staff wants to thank our
authors who wrote for the newsletter in
1991 for sharing your expertise and practice
experience with our readers. The articles
have increased the technical quality of the
Planner. Also, the Planner gives special
thanks to Steven Sacks, CPA, Technical
Manager in the AICPA MCS Division, for
supervising the balloting process and tabu
lating the results. ♦

If you did not win this year’s Award
in Excellence for Published Article, you
still have a chance to win in 1992.
Because of its success, the Planner will
sponsor another contest. First prize will
be a $500 cash prize and a free registra
tion for the 1993 PFP Technical
Conference to be held on January 11-13
in San Diego, CA. The winner will be
announced next November.
If you have an idea for an article,
don’t sit on it! Put your idea down on
paper (no longer than five double-spaced
pages) and submit it to the Planner. Your
article just might be the 1992 winner. For
manuscript requirements and other infor
mation, call 1-800-966-PFP9. ♦

Look for the new Risk Management and Insurance and Income Tax Planning Modules in your mail soon.

AICPA "The Measure of Excellence"
American Institute of Certified Public Accountants

1211 Avenue of the Americas
New York, N.Y. 10036

■ Did the author provide new insights into
the topic?

NEW YEAR,
SAME CONTEST!
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